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The Designation

The Designation is conferred by the:
@ councit or meaL KsTATE
BROKERAGE MANAGERS
X T ittt

an affiliate of The National Association of Realtors®

g =SRS is recognized within the NAR family of designations.
=Course registration includes your first year dues
=Annual dues are $99 per year.
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Your Benefits

Designee resources include articles, press release, logos, SRS marketing
templates, content for marketing your designation when prospecting
for listings

A free monthly e-magazine, The Real Estate Professional (a $40 value )

/s

A free bi-monthly e-magazine, Real Estate Business (a $40 value)

-
=

Online Member Referral Directory for US and Canada

Customer Service for member questions

! Social media sites for members -- Facebook, LinkedIn and Twitter

Additional products and services for members in development and will
be added
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The website
(currently under transition)
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Social Media
Find us on:
facebook.

u GUJICCE’

www.twitter.com/SellerRep
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Steps to Achieve Designation

Take the two-day
core course.

Maintain your
REALTOR® and SRS
membership.
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Module 1
Genesis

P Temperature Check

y do tod
need you?

What are you hoping to
learn from this course?

© 2014 Council of Real Estate Brok SRS Designation

Resources for Your Business

United States™
Céfistis
census.gov
-~ B ®

FactFinder (|

¥ Commurity Facts

Click: “Data”

Select: “American FactFinder” FERER

Advances Search

Downlosd Opsions
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Generations
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The Generations
Seniors | Gl Generation
* 1900-1924

Silent Generation

* 1925-1945

Baby Boomers
- 1946-1964

* 1965-1979

Gen Y or Millennials

* Post 1980-2000
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Free PDF Download Report (104 pages)

www.realtor.org/reports/home-buyer-and-seller: trends

NAR Members can download a PDF copy for $19.95

www.realtor.org/prodser.nsf/products/186-45-12 20penDocument#detail

In addition, utilize the resources and reports provided by NAR: (sign-in first)
www.realtor.org (click on the “Research & Statistics” tab)
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Gl - Silent Generation

1900-1945

17% of adult population
10% all buyers

19% all sellers

Address by Mr./Mrs. unless
authorized

Respects process, procedure,
laws, specialists, designations,
experience, stability

Verify preferred method of
communication

Appreciates personal touches
Very loyal

Use larger type fonts

May have more time

Usually have equity

* Sale requires patience
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Baby Boomer Generation

Fl
M
& ~ 1946-1964 )
* Custom marketing uniquely 33% of adult population
Wi prepared for them 32% all buyers
‘ « May not appreciate your value 42% all sellers
‘ * Include Resumes, Designations &

Experience
* Must be in color with larger type
* High Maintenance - Constant

Attention
T + Probably uses email
' * Time is precious
>v,- - * Limited Loyalty
;n’-. * Income Rich, cash poor
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P Generation X

.

« Expect technology sawy 28% of adult population
professionals, online presence with ~ 31% all buyers
rich content and easy to use 30% all sellers

« Expect a packaged transaction with
high-caliber skills and advocacy

* Will be your business partner

* Email and texting preferred

| * Use smart phones w/ mobile apps,
. QR codes
* Will be loyal if they choose you
h. J * High Expectations
!
- A * E-Transaction
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Generation Y

[ 1980-2000
7, 22% of adult population
“ 9% all sellers

e * GenY and NextGen+ are very

A comfortable in a virtual
= environment and global

‘ ‘ community
L * Purchase will not be restricted by

domestic boundaries; crossing a
threshold may not be necessary to
make a decision; property portals

| will include all decision points
ot * Will be an involved partner
* E-Transaction (search to close) will
| J be the new normal

* Sets the stage for NextGen

© 2014 Council of Real Estate Brokerage Manage

Unrestricted Information
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Imagine an Industry Where ...

Fl
% @ B\
Z A
~— Imagine
N,
i AR
Z « ONE Global Property Database that may or /
‘ may not be an "MLS” via portals for
\ ‘ professionals and consumers.
« Database of all property that exists with
full public records where some is for sale
by Realtors®, some are FSBOs and some is
not for sale at all
Gl |
4w « No MLS Compensation Offered
B « Info and contracts available in any
language.
h, | « Business conducted virtually, including
o .’_ showings.
o « Loans are merely ‘Lines of Credit’ which

e are accessed/applied to property choice.
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P8 Realtor.com/International

92 @ resltoccom
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Emerging Elements of Transacting Business 23
fViarket Analysis

School Information

. Pai)
Interactive Mapping [llNeighborhood Info
=

E——

oo I SN /
Credit Line Loans Electronic Deposits

E—

Virtual Offers & Closings|

eChat w/Realtor® Augmented Reality fvobile Listings




REALTORS

>

o

It's FREE! ; e
Create an Account at: - -

i www.narrpr.com

Sor Beshers

for Commerciat

for Aopeaisars ST

Jor Associstions ST

for WLS
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Prospecting
for Business
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TOOT YOUR OWN'

»
2
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Prospecting for Business

Target your audience

Craft your message

Be mindful of the generational impact ==
and venue of your communications /f \\
Drip your message regularly and \

consistently =

Business doesn’t fall from the sky!
Evaluate your results

Use a Customer Relationship

— Management System — a vibrant "
‘ﬂ j searchable database
Which product do you use?

I
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96% T
e search process
N

til becoming

weeks of active searching
b -ontacting agent

of blyeTs
use d
REALTOR®

Target Your Audience

1st Objective: Cultivating Existing Relationships

2"d Objective: Infusing New Contacts

32




Balance Online & Offline Engagement

Sample Targets
e
o

« Sphere Contacts
« Networking
« Geographic Area
‘ « Cold Prospecting
* Expireds & FSBOs
« Your Business Specialties
* Global Transactions 55+ Markets
! * Rent to Own, Investments.
* Condos, GREEN Living

— « Military Transactions
- « Started, Trade-Ups, Scale Downs
Wy « Luxury & Distinctive Properties
Vi « Resort, Vacation, 2° Home
14 « Commercial, Businesses, Investments
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Engage Multicultural Marketing

« Attend networking functions
‘ * ‘Home Seller’ Seminars

« Bi-lingual approved paperwork

* Bi-lingual peripheral partner teams

« Live translators from area colleges
i ] « Census.gov; Realtor.org; FNMA.com "
* Consider the CIPS - Certified ' 4

International Property Specialist i
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P Craft Your Message

Py Consider the generational impact and venue of X
"4 @ communication
¥y « Highlight your designations — spell them out!
* SRS - Seller Representative Specialist
‘ * ABR - Accredited Buyer Representative
* CIPS - Certified International Property Specialist
* Create a marketing template for uniform marketing oy
A strong grabber line is essential
Consider your venue — online or offline?
I ME14- Personal notes lose effectiveness if someone can’t
actually read them
*  Print media requires color, large type and easy to

d read fonts 4 N'

e S8 - Texting should be carefully used for marketing
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Prospecting is Necessary — Which Venues?
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i~ The Drip-System Marketing Funnel
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Traditional & Online Prospecting Ideas
'~

y =20 Marketing Ideas
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Drip Prospecting Ideas
[~

7 =20 Marketing Ideas
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Cold Prospecting Ideas
' =
Y =20 Marketing Ideas
<]
£
AU
57 1. 11.
[\ \ 2 1.
3. 13.
4. 14.
5. 15.
|
6. 16.
— 7. 17.
{ B 18.
™ o 19.
o 10. 20
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P, Cold Calling

* The person has no existing
relationship with you or your
firm

* They prefer to remain

anonymous

Rapport building must be done

I SE quickly

= ' * Drip systems can develop
— rapport over time in a non- Understand “Do Not Call” rules

threatening way before COLD prospecting
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Do Not Call Resources

www.telemarketing.donotcall.gov

www.donotcall.gov

FTC Homepage for Do Not Call List:

* www.ftc.gov/bep/conline/edcams/
donotcall

© 2014 Council of Real Estate Brokerage Manage
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4 FSBO - For Sale By Owner

Your communication must counter
these basic objections to hiring you!

Don’t want to know you
Don't think need you

Don’t know your value package
Are certain they can save 555

Believe they can do it themselves

© 2014 Council of Real Estate Brokerage Managers - SRS Designation

The median selling price for all FSBO sales was $184,000 compared to $230,000
for agent-assisted home sales!

25% more for agent-assisted sale

Source: 2013 Profile of Home Buyers & Sellers, National Association of REALTORS”

®
= 50
Visit: www.realtor.org | Enter “FSBO” in keyword search
! j
noeow QB
Field Guide to Working With FSBOs
The Perfect Fie
foe Your Newds
’ o
[P e e, et
54
. . o
ForSalebyOwner.com founder gives up on own listing, hires
¢ real estate broker AGBeat
"4 ~ August 3, 2011
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FSBO Objection Handling

How will you neutralize these common objections?

7
‘ —_
~

| * I've only had the house on the market one week and I've already had three
people come and see it

* Inced every cent | can get from the sale to put toward my new house. 1 can't
afford to pay a real estate commission.

—E

* What do I need you for? I can put up a sign In my yard just as easily s you
can.

" Objection 4:

« M 1ist my property, it will be with my friend in real estate

14 Councll of Real Estate Brokerage Managers - SRS Designation

FSBO Objection Responses

\ Objection 1: Most effective counter:

~ ] .
| * That's great you've had so much interest. Could | come

%, over and preview the property? | might have a buyer
who would be interested.

| ‘ < ‘ * How many of those people have come back a second

time? One of the problems with showing a house is that
you get a lot of browsers who just like to see other
people’s homes.

[ * Did you have anyone who made an offer? Often
prospective buyers find that they can’t really afford the
houses they find appealing in the ads. As a real estate
professional, | always try to prequalify buyers first so

£ that I'm not wasting an owner’s time showing buyers

houses they can’t afford.
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FSBO Objection Responses

Objection 2: Most effec countes

* | know that it’s important to have the biggest down payment
possible. An NAR survey revealed that people who sell their
homes through a Realtor® sell their homes for 16% more than

& ‘ < ‘ those who sell their property themselves. So even if | charge a

professional service fee, you will probably come out ahead.

Our firm advertises extensively to generate inquires from

qualified buyers and all area agents so that you will receive

' property showings and increase possibilities to secure offers.

* You know, buyers understand about real estate commissions,
= ! too. Any buyers who purchase from an owner will
automatically assume that they can discount the price by at
least that amount. The only person who gains if you sell your
house directly is the buyer.
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FSBO Objection Responses

Objection 3: Most effective counter:

|  Your sign will attract buyers, but are they qualified to
AN buy YOUR home? We insure that buyers that make
T offers are qualified, and usually before they view any
] ‘ ) ‘ properties
 Putting a sign on the front lawn, posting your property
on some internet site and throwing an ad in the paper
will not yield the best buyer for your property - it takes
' extensive and comprehensive marketing - electronic
and manual - to get results
* When you advertise your own home, you have an
inventory of one. We have an entire database of
£ possibilities to offer them.

© 2014 Council of Real Estate Brokerage Managers - SRS Designation




FSBO Objection Responses

P
7,
o Objection 4: Most effective counters:
]
E.- * You know that your home is probably your single
AU biggest asset. Do you really think your friend is
7 most qualified to get you the best price for you?
‘ ‘ « I've always found that the biggest problem with

working with friends is that it’s so hard to fire them
if they don’t perform. You take such a risk of losing
their friendship and waste time not selling.

(=) * Most folks are usually not comfortable having their
- friends know all the confidential aspects of their
\ i finances or business transactions. | admire your
lan So trust in your friends ability to keep that

£ confidential.
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Characteristics of Expired Listings

B .. 4

Believe their Listing Agent did
something wrong

Have tried listing before

Usually over-priced or unmotivated
May have debt that exceeds value
Blame the agent for lack of ads

Communications and
marketing should address
these common objections.
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10 Steps to Listing the Expired

F]
1. Identify property that has expired &
not re-listed.
E- b, 2. Contact them ASAP to secure
T ; appointment. HAVE You HAD NOUR

WOUSE ON THE

3. Assess the value of property prior to MARKET LONG 7/

visit.
2 ‘ ‘ 4.  Listen to why they believe it didn’t sell.
5. Discuss the financial viability of the
property.
(et =] 6. Be empathetic but convey what is
reality.
7. Provide seller counseling session.
8. Overview your marketing plan.
9
1

. Explain how you communicate.
0. Determine if you want the listing.
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P 10 Questions to Ask

What is your objective for selling this property?
What are the mortgages on the property?

How was your home marketed?

Were there any public and/or broker opens?
Did you receive or refuse any offers? X
Why do you think your house didn’t sell? N
Was the price adjusted? If no, why not?

Did you receive regular progress reports?

. Were any showings refused?

B 10. Are you still committed to selling the property?

-
—
LNV AWNR
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Module 2
The Listing Process
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Different Strokes

£ %
@5 = Each property is unique and
, requires a tailored approach and
—eam different paths to achieve results.

Listing models and market
‘ conditions must be considered in
crafting a strategy.

Different listing models must be
analyzed to achieve optimum
results.

Market conditions provide
different opportunities,
strategies and challenges.
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Listing & Incentive Strategies

© 2014 Council of Real Estate Brokerage Managers - SRS Designation

’ \ 18] The Firm Rules

o Office Policies
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The Firm Rules

Brokerage Policy Dictates

-
> « Divisions and Departments of firm:
* Each potentially having different

—c policies & procedures &
-3 * Residential, Commercial, Auction,
¥ ‘ ‘ Property Management,
Relocation, New Construction, ¥ 3-8 ¢

Distressed Property, etc.

I * Services you will/won't provide
[+ s * Administrative Fees
e * Fee for Service

i * Limited Service
Ay 2 « Full Service

g

;D,‘ « Agency Types

© 2014 Council of Real Estate Brokerage Managers - SRS Designation

‘Dual’ & Designated Agency

Beyond Dual Agency
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The Firm Rules

Brokerage Policy Dictates

=]

S |« Types of agreements, forms,
addenda that you will use
Exclusive Right; Exclusive
| ‘ ‘ Agency; Fee for Service;

- Open Listings; Limited
Service
Board forms; state forms;
n ] proprietary forms \
" 1 Sets termination parameters \
Can set a minimum term

s
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Seller Disclosures & Authorizations

Those required by law, rule or

yulation

« Fair housing; availability of liens; notice that
electronic signatures are valid; many more

‘ ‘ Those required by Office Policy

« Permission for lockbox; photos on internet,

| I B Those required by Code of Ethics

- « Total amount of compensation, cooperating
fee amount(s) offered to types of
> } cooperating agents
-

(! « Permission to disclose, or not disclose,
G multiple offers to competing agents

2014 Council of Real Estate Brokerage Managers - SRS Designation

Fees Set by Firm

Different divisional pricing parameters

* All agents in division must abide by minimums set
« Service fees; Transaction fees; Marketing fees
* Retainer fees - refundable or non-refundable

um “Listing” portion of total
commission

* Percentage; flat fee; hourly rate; combination

Types of co-op agents that are
compensated

* Suggested amounts of co-op fee for each type

rral fee, retainer fee amounts ai
transaction fees

COE - Article 1, Standard of Practice 12

© 2014 Council of Real Estate Brokerage Managers - SRS Designation

REALTOR® Code of Ethics

4 Seller Understands How Compensation is Split
REALTOR"™

“ Standard of Practice 1-12

) *  When entering into listing contracts, Realtors® must advise
3 sellers/landlords of

-
—

The Realtor*’s company policies regarding cooperation
and the amount(s) of any compensation that will be
offered to subagents, buyer/tenant agents, and/or brokers
acting in legally recognized non-agency capacities;

[ 2] 2. the fact that buyer/tenant agents or brokers, even if
R compensated by listing brokers, or by sellers/landlords
o may represent the interests of buyers/tenants; and
3. any potential for listing brokers to act as disclosed dual
51; : agents, e.g. buyer/tenant agents.

‘ (Adopted 1/93, Renumbered 1/98, Amended 1/03)
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REALTOR® Code of Ethics

AZ RESPA & HUD Interpretive Rule
REALTOR®

= Flat fee assessed to represent client

= Agent is responsible to collect fee

¥ = Not a ‘Regulatory Compliance’ fee

f ‘ ‘ = Not be imposed on another Firm’s client
= RESPA and HUD have filed concerns

= similar to validity of home warranty

[ service fees
|- = Busby Alabama Case — Courts are split
i = Supreme Court Case — Freeman v. Quicken
’-", - Loans — indicates that fees like flat fee =
;,'- commissions are legal under RESPA
L

© 2014 Council of Real Estate Brokerage Managers - SRS Designation

Show Me The Money

Compensation Policies Set By The Firm
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Listing + Co-Op
Fee Fee

s
[
W
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Focus on Listing Fee

P
“For the 180+ services | provide to you in the real estate transaction,
[# | charge $X ... my only other question of you as the seller of the
- B " ; ”
7 —=am Property, is what would you like to add on for the cooperating agent?

= Listing Side is a portion of the total fee
‘ = Easier to justify than the total amount

= Minimum can be set by Office Policy to
represent the seller side of transaction

= Provides an opportunity to compete

sl with other business models
. = Limited Service
- = MLS Entry Only
- 3 = Fee for Service or Menu-driven
y> models
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Discuss the Co-Op Side

* Disclosed and discussed with seller

« Identifies types of Co-op Agents

* Identifies amount(s) offered to each NEGOTIATE IT
type of agent

Seller makes final decision
prior to signing the
agreement
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REALTOR® Code of Ethics

[ A~ Tolerance for Alternate Business Models
. REALTOR™
]
> Standard of Practic 1
o '1!
iz * Article 16 is not intended to prohibit
\\ \ aggressive or innovative business

practices which are otherwise ethical
and does not prohibit disagreements
(fwy = with other Realtors® involving

|- commission, fees, compensation or
other forms of payment or expenses.

e
P (Adopted 1/93, Amended 1/95)
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[E REALTOR® Code of Ethics

Cooperation — Not Necessarily Compensation
REALTOR™

Standard of Practice 3-1

* Realtors®, acting as exclusive agents or brokers of

sellers/ 3 h the terms and ¢

of offers to cooperate.

Unless expressly indicated in offers to cooperate,

cooperating brokers may not assume that the offer of

ldﬂ | cooperation includes an offer of compensation,

= 1 * Terms of compensation, if any, shall be ascertained by
cooperating brokers before beginning efforts to
accept the offer of cooperation.

(Amended 1/99)
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REALTOR® Code of Ethics

ifying the Offer of C

REALTOR®™

Standard of Practice 16-16

* Realtors®, acting as subagents or buyer/tenant
representatives or brokers, shall not use the terms of
an offer to purchase/lease to attempt to modify the
listing broker” s offer of compensation to subagents or

I buyer/tenant representatives or brokers nor make the

- submission of an executed offer to purchase/lease

B contingent on the listing broker” s agreement to

modify the offer of compensation,

(Amended 1/04)
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Modifying the Offer of Compensation

 Listing agents can’t interfere with a
buyer’s agent contracted fee with
—— their buyer client.
2 « If the compensation offered in the
" — MLS isn’t enough to satisfy the
‘ buyer’s ‘employment’ agreement
with the agent:
— Buyer may elect to include
additional amount in their offer
(i ] to purchase, or,
— May instruct agent to reject the
offer of compensation and

h g include an amount that will
’
Ty neutralize their contractual
L responsibility.
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Avoid Anti-Trust Liability

Establish fees independently
=] within the firm

Make independent decisions
=

. about co-op fees

Make independent decisions
about cooperation with other

-
—
.

firms
= Walk away from discussions
[" | with agents in other firms
R about fees, rates, listing
i policies, cooperation with
"v:_ .’, other firms, different

4 business models

© 2014 Council of Real Estate Brokerage Managers - SRS Designation

Sample Seller Concession

closing paid through the proceeds of

* Clause used for contract terms or conditions may
not be used without the permission of your Broker
and the approval of your firm’s attorney.

*Have your attorney approve any language added and
send a separate letter to the listing broker.

© 2014 Council of Real Estate Brokerage Manage

Other Compensation Language

Viable for use in potential cash-poor transactions

* ABC Realty rejects any offer of compensation made by
the listing firm. Seller and/or any third party to the
settlement and transfer of this property agrees to pay
the buyer X% of the sale price to settle their contractual
agreement with their buyer agent at closing.

* This rejection allows all parties including the 3" party
to the transaction to understand that what is being
rejected is the disclosed co-op portion of the fee only.
This insures that the fee in the buyer agreement,
worded as a seller concession in the conditions of sale,
will be a fulfilled so that the buyer client will not have
any unforeseen risk for paying the buyer agent.
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Dual / Variable Rate Commissions

= Isaseparate type of fee structure
that yields different net to seller

under

s
~

£ = Must be disclosed to co-op broker
2

e 23 oY O
7.5/.,6)‘4 -0, 4.0

Code of Ethics Standard of Dot
o=

Practice 3-4
6 ,5° ‘? 2 0o

NAR Model MLS Rules &

I Regulations : 0 _50/ 4

— = Once noted in MLS, buyer agent’s
i affirmative responsibility to ask
b, 4 differential
)
L
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REALTOR® Code of Ethics

[ 4 Dual & Variable Rate Commission Disclosures
REALTOR"

Standard of Practice 3

* Realtors*®, acting as listing brokers, have an affirmative obligation to
disclose the existence of dual or variable rate commission arrangements
(i.e., listings where one amount of commission is payable i the listing
broker’ s firm is the procuring cause of sale/lease and a different amount
of commission is payable if the sale/lease results through the efforts of
the seller/landlord or a cooperating broker).

* The listing broker shall, as soon as practical, disclose the existence of
such arrangements to potential cooperating brokers and shall, in
response to inquiries from cooperating brokers, disclose the differential
that would result in a cooperative transaction or in a sale/lease that
results through the efforts of the seller/landlord.

* if the broker is a buyer/ o , the buyer/
tenant representative must disclose such information to their client
before the client makes an offer to purchase or lease.

(Amended 1/02)

© 2014 Council of Real Estate Brokerage Managers - SRS Designation 93

[E REALTOR® Code of Ethics

[ Duties to Clients & Customers
« REALTOR™
//
£

Standard of Practice 1-15

* REALTORS’, in response to inquiries from buyers or
cooperating brokers shall, with the sellers’ approval,
disclose the existence of offers on the property. Where

i ' disclosure is authorized, REALTORS® shall also disclose, if

; asked, whether offers were obtained by the listing licensee,

. another licensee in the listing firm, or by a cooperating
broker.

In :

v » (Adopted 1/03, Amended 1/09)
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a | 2 :/
A M 2= Selling Your Value

N~

= Listing Models
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Unbundling Services

-
S  When you separate the Listing Side
\ ] compensation from the amount
~.. offered to a Buyer Agent you are
‘ able to focus on value of services
rendered and the cost to receive
that value

*Not discount brokerage

-

«Different business model

+Could be a non-refundable /
marketing fee

+Packaged menu of services

14 Council of Real Estate Brokerage Managers - SRS Designation

Marketing Service Options

When unbundling services, the client understands the difference in service
delivery and choose what services they want to pay for
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MLS Entry Only Agreements

Can be Exclusive Right or Exclusive

N Agency
w E‘ = Charges a non-refundable fee to
5 insert property into the MLS

-
=

Fiduciary Duty is only applied to
the activity performed unless [T ——

license laws place an additional Ls

minimum duties on the licensee

"y

Relives cooperating agents from
1 interference of an agency
relationship by affirmatively
informing agents how/when to
contact the seller
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Limited Services

= Contract driven menu of services
outlining what services will be
delivered and how much they will cost

. per activity or bundled into service
L packages
= Fiduciary Duties applied only to the
‘ h‘ specific services or activities contracted

for by the seller

Could allow co-broking agents to .
contact the seller directly for specific

" E@ circumstances or activities unless .
g prevented by provincial laws, rules or

regulations

Affirmatively relieve the cooperating
agent from interference in an agency
relationship

) 4
A
et N
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Office Exclusives
P
= Sometimes referred to as a “Pocket
S@¥  Listing” or “Coming Soon” or “Office
\ ‘\:. Exclusive”, but whatever it is called --
L = Property notin MLS
74 ‘ = Available only to listing agent or firm
‘ ) = May or may not be advertised
= Could be offered to a group on
social media sites to selected
special’ agents
| pecial
G = May or may not have a sign on the
o property
Makes you wonder ....

© 2014 Council of Real Estate Brokerage Managers - SRS Designation

Office Exclusives

Whose best
interest is being
served if:

* Only the agent knows it's for sale?
* Only the office knows it’s for sale?
* MLS insertions are delayed?

« Showings are restricted?

« Access is denied to co-op agents?

Possible fiduciary breach and Code violation
Standard of Practice 3-8.
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REALTOR® Code of Ethics

Shall Not Restrict Access
OR"

\ * Realtors® shall not
misrepresent the availability of
access to show or inspect a
listed property.

(Amended 11/87)
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) Advanced Research

. Preparing For The Appointment
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Advanced Research

Extensive research is done prior

to meeting the seller so that you

can determine if it is financially
viable and/or prudent to list

Search public property records for
what?

Assess property’s value range

Ask Seller for copies of any

utility bills, list of improvements
(costs, contractor & dates)

What else do you need to know?

14 Council of Real Estate Brokerage Managers - SRS Designation

Existing Liens & Mortgages

Ask the necessary questions
before you decide
to say ‘Yes' to listing

* No Mortgage?
* First mortgage? BEWARE!

* Additional mortgages? Many sellers have removed equity J

* Home equity loans? during it's appreciation in value -
* Other liens? ithout making any improvements
 Short Sale? to the property.

* Pre-foreclosure?

* Pending foreclosure?

Ask the right questions!
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Cautions

Sort of like a FICO Score

for the house
=
<
« Seller would ask their insurance agent <t S !
10 secure the report on their property > = ‘q:“'b'\"
* Would reveal both actual claims and <> s
“zero dollar’ claims where the <>,\Q°

homeowner called the agent with a
question about a problem to

determine if they wanted to file a 3 H
claim and then chose not to because ngh

the deductible didn’t make it worth it
* Shows 5 years of information and is “

used to determine if an insurance Jas House

company should insure and at what of =

the pricing points should be charged e ———

for the premium on the property.

© 2014 Council of Real Estate Brokerage Managers - SRS Designation




Cautions

Short Sales,
Potential Short Sales,
or Pre-Foreclosures

* Know your firm’ s policies

« If you do them, make sure you know
your state’ s deficiency rules, federal
regulations on MARS, income and tax
consequences and has had some SFR,
HAFA and/or CDPR training

« If you are not competent to do this -
refer it!

* Article 11

14 Council of Real Estate Brokerage Managers - SRS Designation

[E REALTOR® Code of Ethics

REALTOR™

> P Article 11

— « The services which Realtors” provide shall conform to the
of practice and which are
‘ expected in the specific real estate disciplines in which they
engage;
* Realtors” shall not provide specialized professional services
7

of etel s they engage the assistance of on s
g competent, or unless the facts are fully disclosed to the client
[ 1 « Any persons engaged to provide such assistance shall be so
identified to the client and their contribution to the assignment
should be set forth.

(Amended 1/10)
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Additional Questions You May Want to Ask the Seller
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Some Questions You May Want to Ask

#% 1. Tell me about your past experiences with real estate agents.

2. What did you like most/least about your last agent did?
~

o) ‘x’

v’ 4. How will we know if we have priced your home correctly?

3. What do you like most about your home? Why?

‘ ‘ 5. Do you have a network to sell the home yourself, such as an attorney,
L home inspector, termite inspector, escrow officer?

6. If you are considering selling your home yourself, have you considered
security issues about people being in your home?

[" 1 7. 7ell me what you want this transaction to look like?
—_ 8. Tell me about the reasons behind you deciding to sell?

} : 9. How long have you been considering the sale of your home?
-

10.Tell me about the conversations you have had with each other or family
members about selling your home?
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Some Questions You May Want to Ask

11. Have you worked with an agent before? Why aren’t you using them this time?
12. What one thing could | do today to make my service perfect?
- 13. Have you interviewed others? What was your impression?
> 14. What do you think the biggest challenge will be getting it sold?
K\ | 15 How long are you willing to wait to find the right buyer?
16. Are there others who will be assisting you with the decisions?
17. What types of marketing do you think would work best? Why?

1] 18. Have you searched the internet and looked for other homes for sale? Which
sites did you visit?

— 19. If this process were any way you wanted, what would you like?
P B 20. Have you visited other homes for sale in your neighborhood? Tell me what
bpr you learned by doing that?
&
L
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Some Questions You May Want to Ask

%
21. Do you have a sales price in mind for your home? Why?
#8 22. Whatare you most concerned about regarding the sale?
PSS 23 Whatone thing is most important to you in your sale?
‘A

: 24. If you had the opportunity to tell a buyer just one thing about your home,
e what would that be?

I ‘ ‘ 25. How often would you like to receive status reports? When you contact me,
what do you consider to be an acceptable response?

26. Do you have an amount of money in mind that you would like to walk away
from this transaction with? Why is that number important to you? What

! -
| 4 w| would you do with those funds?
o 27. If | meet all of your goals are you willing to hire me tonight?
"B 28. Where are you relocating to? Do you want some assistance?
W 2

- P. 29. Do you know that | also help my clients as buyers while we are in the process
sl of selling their home?
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CMA Components -- Purpose

P
% - Evaluate historical data and “like-kind” property that sold in the recent
o past
S - The historical range is then balanced to active competition and market
Poe absorption rate for that area, price range and property type
[y 3, = Itis arange of value — not a specific number which is, instead, an
> appraisal

Be prepared to justify or neutralize value on consumer valuation sites
that sellers may be researching for themselves

-
E—
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You and the Appraiser

Al sales are not necessarily comps
Appraisers might request info on pending transactions when supply/
e S~ demand change

They may or may not be familiar with the area
Recent regulations/policies mandate they not be influenced by others in

‘ any way

5y

1
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Absorption Rate

Absorption rate - an indicator
that demonstrates the supply
and demand of the
¥ marketplace
‘ = It helps clients understand ) # 30ld [ast manth s 4000

that pricing is critical to results %\ e s8ld dooo X ,;(,..m,>-_«/,';_po
and that overpricing will hurt :

e o dude RO - 92508 j*
their ultimate objective At ” or

Figaring Plaorphion Cre
D) # o Nishngs on mackefa FAD0

~
it = Absorption rate is “The T 9B i et each ek 5 B
s number of months of that pamber ik ®of schuc
—_— inventory on the market and 30000 82.5 weaks 15
' the length of time it could take % A bsanghion ’./
sl tosellthe CURRENT exte !
. i inventory”
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What Are the Parameters?

v/ //
‘¥ « Geographic area Mmm

g

‘ \ = Pricerange
= Time frame (how
many months
[ back)

= Type of property

© 2014 Council of Real Estate Brokerage Manage

Formula for Absorption Rates

Find the # of sales for the year using a price range or neighborhood:

Avg.
Sale Per
Month

Total #
of sales

Current ¥
available in
that price
range or
neighborhood
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Automatic Valuation Models

Online consumer valuation tools continue to be developed and
improved

Professionals need to be aware of those sites and their value
assessments whether they are accurate or not!

‘ = WHY?

* How can this benefit YOU?
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- REALTORS
RPRR
RESOURCE

www.narrpr.com

W el L
- s [ igmry oy
Your CMA Reports
L et T 5
L b

Comparative Market Analysis

Mo Seter T 3303 Dahia Lane
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Purpose of the Appointment

The purpose of the counseling session is not to try to guess the
number they want to hear — the purpose is to:

= Describe what you will and won’t do by
law; can and can’t do by Office Policy;
must do by the Code of Ethics; and want
to do based on how you do business
Provide an overview of the process and
demonstrate the value you bring to the
table

Assess the seller and their property for
motivation, urgency, financial viability
Set a mutually agreeable and realistic
expectation level for a saleable listing
Determine if you want the listing
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Seller Counseling Checklist

opics to Discuss With the Seller

1. Mission, Vision Value 10. Confidentiality of Offers
2. Your Value Proposition 11. Process for Multiple Offers
3. Legal / Statutory Duties 12. Service Partners
4. Legal Can & Can't 13. Marketing Plan
5. Will & Won’ts 14. How Appointments are Made
6. Office Policy 15. How Showings Occur
7. How You Handle Buyer 16. Feedback Issues
Cooperative Compensation 17. Processing of Offers
8. Review all Legal Forms 18. Inspection Process
9. Disclosure of Offers 19. Online Marketing Strategy
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Meeting With the Seller

Your job is to be flexible so your pi ion materials
your seller’s comfort level and generational communication style

= The counseling session should be
flexible and delivered using a
presentation format that
complements your seller’s
generational communication style.

= E-Presentations are an essential part
no matter with what generation you
are meeting.

= Counseling session can be in person,
on a conference call, over Skype,
posted on a website for reference
and printed for a risk-reducing
method.

© 2014 Council of Real Estate Brokerage Manage

©2014 Council

Meeting With the Seller

If you sent a pre-listing packet priorto |
your arrival, follow up at the
appointment with: ‘

What is your e

you want to lis

Ask if the:

of Real Estate Brokerage Managers - SRS Designation




Assessing the Listing

Why wouldn’t you want to take this listing?
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PN Considerations Before Taking the Listing

Likely 1 Unlikely

W Selés e not mothvated
'
&t
b S
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R Setting the Stage

Pre-Sale Preparation
Improvements, Remolding & Staging
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P Staging

Staging is an emerging service
providing a
one-stop shopping experience!

Purpose is to position the
property in its best light and
maximize the ‘return on

investment (ROI)" * Music
* Scents
Is evaluated on a room by o | i
room basis to identify what Lighting X
repairs or adjustments will * Presentation Cards

enhance the value for a
prudent investment
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PL 1 Improvement Basics

v = Secure the listing as for the project
i
~ start date rather than the start date
of the showings

‘ = |t takes money to make money so R(
‘ set a budget and evaluate the ﬁ
‘return on investment’ v
"
N
[} = Buyerswant “move-in” condition
1 2 ]
= Adispassionate ‘eye’or another
g consultant
D, 2 gl
2 y o is priceless
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8 Quick Fixes to Increase Value

% = s o
b 1. Buff up curb appeal :
= REALTORMag
BTy 2. Enrich with color -
7 = 3. Upgrade the kitchen & bath

‘ ‘ 4. Add crown molding

5. Buff up hardwood floors.

6. Clean out, organize closets
7. Update window treatments

8. Repair items that need fixing

© 2014 Council of Real Estate Brokerage Manage

Cost Versus Value

http://realtor realtor.org/h d-desij I

You can also visit

Q4B OnD i

2-13 Cost vs. Value: Make the First

2 www.costvalue.com
Impression Coun

for free PDF downloads
that include market specific

1 ‘ data.
i A NAR'’s consumer website:
www.houselogic.com
: is another terrific resource
y
V'
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Who's Doing the Work & Providing Advice?

Staging Professional Feng Shul
Expert The Sellers Decorator Consultant
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$ 8 Who's Doing the Work?

Providing Recommendations

014 Council of Real Estate Brokerage Managers - SRS Designation

Sample Language

The following list of vendors service clients in Fredericksburg, VA and
has been developed to assist buyers when purchasing real estate.
Neither | nor Coldwell Banker Elite warranty these providers or their
work. Consumers are encouraged to research their choices by whatever
means they deem necessary. Clients are free to use any vendor that
they prefer. This list is simply a starting point and clients are free to
search Google, obtain referrals from friends or any other service they
wish.

!ﬂl‘ | i you are looking for repair providers and your home is built in the year

= - of 1978 or before, please check the EPA website to find vendors, as
special training is needed for certain work to be performed on your

"- ,‘ home.

it www.MatthewRathbun.com/Vendors

REALTOR® Code of Ethics

Disclosure of Third Party Relationships
REALTOR"™

Standard of Practice 6-1

* Realtors® shall not recommend or suggest to a
client or a customer the use of services of
another organization or business entity in
which they have a direct interest without

. disclosing such interest at the time of the

B recommendation or suggestion.

(Amended 5/88)
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Module 3
Marketing the Listing

P Every Listing is an Interview

and
property to the marketplace offers you
a variety of benefits
AN =Demonstrates to existing clients that
7z you have positioned their goals to sell
‘ ‘ the property over your desire to secure

" both sides of the transaction for yourself {(_ AN
\

=Differentiates you from your
competitors who just do the bare
(e ] minimum
) =Shows potential sellers why they
should list with you
=Attracts buyers to the listed property or
positions them for conversion to other
properties

PROPERTY
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WHAT ARE

YOU DOING
TO GET IT

soLbD?
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Marketing is More Than the Basics

Marketing is unique plan that utilizes
a variety of venues to capture a buyer’s attention
Se= so that they are motivated to take action.

Marketing is MORE than ...
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Marketing Methods Used by Real Estate Agents

Social networking websites

Real estate magazine websites |[lll7%

Other websites w/ listing
Video
Newspaper website

Real estate magazine

Direct mail

Print newspaper ad

Third party aggregators
Realtor.com

Real estate company website
Real estate agent website
Open House
Yard Sign
MLS website

Source | 2013 NAR Profile of Home Buyers and Sellers | P. 107

14 Council of Real Estate Brokerage Managers

Marketing Strategies

© 2014 Council of Real Estate Brokerage Managers - SRS Designation

5 What Are You Using to Get the Home Sold?
1.
2.
3.
4.
5.
6.
7.
8.
9.
10.
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Property Marketing Tools

.
BN

Listing Websites

. o e
=

Just Listed Cards Listing Videos

-
Open House

=
~Zillow
el Campalgn

L
Listing Websites




This?

Home has 4 bedrooms, 3 full baths, 2 car garage and over half
an acre of land. Great house. Motivated Seller, bring all offers.
Home is subject to Short Sale.

...or Thate

Imagine sitting in your cozy sunroom on a warm spring
morning, reading a book or laughing with family in
Ladysmith,VA. This amazing sunroom comes with 4 bedrooms,
3 full baths & 2 car garage. Enjoy over half an acre while
playing volleyball, enjoying a garden or having a family
cookout. Seller also including the private master with oversized
closet, private bathroom, jacuzzi, cherry hardwoods, fireplace,
granite counters & tall cabinets.

MARKETING the Listing

Hyper-local Descriptions| Square Footage | Schools | Mapping




MRIS Search Stats 2012
Schaanls 100 203
Rooms 10487
Amenities 13083
Anpliances 14 304
Transnartation 18 850
Exterior Features 20 247
Communitv Rules 29 828
Sauare Footaae / 38 0”2
|Coolina Svstems 38 NR?2
Current Financina 44 324
Rasement Tvne 49 488
Parkina K5 241
Pranertv Caondition A4 298

EXPERIENCE
is better than Possession
‘w ﬁ i : ‘7 -

ONLINE OPEN HOUSES

www.TheAgentTrainer.com/24HourOpenHouse

24HOUROPENHOUSE

SIARCH THEAGENTTRAINGR.COM

GAT UPDATES BY EMAR

RECENT POSTS




Single Property Websites
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Traditional Offline Tools that Still Work

Signs & Sign Riders
— Websites, contact info., websites, QR Codes
— Pending Riders signal that you can get the job done!

l \L « Just Listed / Sold
= ‘ — Sent to neighbors to show that you are the one to select
‘ — Sent to sphere because of potential referrals

Drip Marketing Campaigns
— Geographic area, sphere, targeting ultimate users
G |- Incentives to the Buyer
B — Cosmetic credits, Home Warranty
— Pre- or Post-Closing Services (lawn, pool, snow,
housekeeping)
— Tax Credits, HOA fees, etc.
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The Open House as a Marketing Tool

Office Tours

%= | Broker Opens

*%8 Which will work for you?
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Marketing the Open House

What unique and traditional methods are you using?
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Prepare the Seller

Some properties are not suitable for open houses, but for
each that you consider, you must assess:

= Statistical probability of
success

= Areas of property that will not
or should not be available for
viewing
1] = Removal of valuable
] possessions
= Prescription drugs
= Maintenance of pets

= Other liability issues

© 2014 Council of Real Estate Brokerage Managers - SRS Designation

Public Open House

“Why would | hold the seller’s
property ‘hostage’ for a few hours
to let a bunch of strangers into the
property for a peek?”

| ‘ '~‘ * Permits broad-based viewing

* Some visitors will be ‘curious’

* Some will be “serious’

(i -} * Some will be viable prospects
- v * Some will already have representation

* Agency Disclosure may be state
required

* Generally Plaques are acceptable
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Office Open Houses

Effective approach to expose
inventory to floor agents and
cooperating agents of firm

s

Z Satisfies seller’s need to have
- ‘ agents view

Feedback on property generally
candid

Agent feedback on price,
motivation, urgency and condition
can present

issues if company offers
Designated Agency
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Broker Open

Expose property to va
cooperating agents:

* Broad-based viewing

* Generate interest for private
2nd showings & offers

* Attain feedback on viability of
price and condition that may
or may not be relied upon

* Could be construed as Price
Fixing unless market is still
practicing sub-agency
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Marketing the Open House
= Start EARLY - 4-6 weeks in advance

“# . e-Blasts to agents

e ~ ]
? ‘v‘, = Notify clients from other open houses‘
s = MLS Entry
L ‘ ‘ = Aggregators
= Food

ey - OpenHouse.com

. = Cash / Gift Card give-aways
d = Eventbright.com

[P AS = Affiliate Marketing
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Plaque Options for Disclosure at Open House

" Which one is your |
office policy?

Our Firm represents the seller

in the sale of this property - we
may offer you assistance only
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Open Home Pro iPad App

(@ Credle Lkd‘-nsa

< & (.,‘ l’e’]fe Lc(uiz

|
(5 [m‘ .':rx:,.fk\nhn\!
J
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ARE PHOTOS IMPORTANT?

Home Buying In Fredericksburg > Question Detalls

o

~ Ytrulia a
\®
\

‘ % Why are photos of properties 5o horrible?

We wi ta moving 1 he redaricksburg ar0s s00n and whis ooking for rental homes
(1iooked at a 53n) | could ot heip but nokice the photos of mast of e proparies
' e Just ovrile. X made e ot wart 1 even GO near that property. ¥ asy agents
e a0 rterestes 1 havieg e lales prpees thoiogached Na way decent 35 pocx
Scuts e e €00 ot & Iowd ¥ Bhat propety wil work for wn

Thasks

p THE BASICS

192 x 108 Pucels.

22 x 18 Pixels

10 %9 Pixels




i1 SMART PHONES

o8 DIGITAL
—~ SINGLE-LENS REFLEX

* Interchangeable Lens

- HD Photos

+ Countless Settings

+ HD Video

- Phase Detection Auto-Focus
+ Speed
- Flexible

HDR PHOTOS

(High Dynamic Range)

PHOTOEXAMPLES




DON'T BE A STALKER...

CLEAN UP A LITTLE




DECLUTTER A BIT?

Focus, PEOPLE!

DO You NEED A PICTURE?

e
d




% CARPET CLEANING?

i

2 MAKEUP THE BEDS

Wow! | ALWAYS WANTED A
CORNER IN MY HOUSE!

PHOTOSHOP YOUR FRIENDS




REMOVE CREEPY...




&

2
—
Bfl»F 5]

e C AMERA




FLICKR

o PINTEREST

Business

VisualStager
Online software for virtual staging
e e ging Riing b 10 e pduct

4 RIBBET.




Y GOOGLEPICASA

¥ Claim and

ENHANCE
Your

hy 76°/of Sellers are
5 O o
¢ more likely to

' v list with an
/~ /agent who offers

l“/[u‘-‘.{ i v

Make great videos!
Just talk and tap.




B It’s Showtime!
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htty

o o

el REALTOR® Safety

10 Years of Exspowering REALTORS:
Safe
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[www.realtor.org/topics/realtor-safet

TMERE'S W9 FIME LIXE THE PRESENT FOR

REALTOR SAFETY

i

Dangerous Everyday

[ Situations

Transporting s in your car
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REALTOR® Safety is Essential




Real Alert — Personal Safety App for iPhone & Droid

@

Ol
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.. Where Do Buyers
Come From?

© 2014 Council of Real Estate Brokerage Mar

Value of Website Features
Pl 2 Source | 2013 NAR Profile of Home Buyers and Selers | P.55
VeryUseful SRRt g ugery  Pidnotuse/
I‘ S Photos 83% 15% <1% <1%
By Detailed info about properties for sale 79 19 <1 <1
£ ‘ Virtual video tours 43 34 1 13
L ‘ Interactive maps a0 % 12 13
Real estate agent contact information 39 34 14 13
Neighborhood info 34 45 12 10
L] | Detailed info about recently sold 33 a4 14 10
- Pending sales/contract status. 31 36 19 15
Info about upcoming open houses 21 33 23 2
r“ﬂ 'IN Videos 19 33 20 28
i Real estate news or articles 6 25 29 40
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Showings & Agency Considerations

G

W T
Dual Agency
Sub-Agent
In .
(-

stomer




Do You Convert or Refer?

¢ Walk-ins

¢ Sign Calls — texting and QR Codes
* Ad calls — QR Codes

* Open Houses

¢ Internet inquiries

¢ Co-op brokers
¢ Other agents in your office

Are those buyers clients or customers?
What'’s your office policy?

© 2014 Council of Real Estate Brokerage Managers - SRS Designation

Call Conversion

You can’t convert calls until you
know your Office Policy

* Will buyers be clients?
« Will buyers be ‘Facilitated’ ?
* Will buyers be referred out?
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P [E REALTOR® Code of Ethics

REALTOR™

m>— P Standard of Practice 16-13
N

\ * Requires that the agent ask the question
before any substantive service is
performed

¢ Including writing a purchase offer or
* Presenting a CMA
« If answeris ‘YES'
(- ’ * You may not interfere with relationship
* Violates COE and License Laws
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[E REALTOR® Code of Ethics

o Standard of Practice 16-13
s

= * Before providing substantive services (such as writing a

7% ‘ purchase offer or presenting a CMA) to prospects, Realtors*®
‘ shall ask prospects whether they are a party to any
exclusive representation agreement.

* Realtors® shall not knowingly provide substantive services
concerning a prospective transaction to prospects who are

o
=]

| parties to exclusive representation agreements, except with
= 1 the consent of the prospects’ exclusive representatives or
— at the direction of prospects®.
b 4 {Adopted 1/93, Amended 1/04)

*Code may allow - License Law may not
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Agency Questions

’
What can you do if the buyer is represented by an Agent of another firm?
- Open .
o~ —— Walkcln 5% signCall AdCall Internet
W} | @ |Given them property
information
‘ ‘ Show them your Firm's Listing

Book an appt for them on the
listing

Confirm appt. directly with
1] [them

= Follow-up with them directly

o : Write their offer on the Firm’s

- listing
| 08 | Negotiate with them on their
(24 offer
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Photography Considerations

F)
Sometimes buyers want
\ to take photos ...
F- * Could photographing the

property be prevented?

Could they have really good

! ‘ reasons to want to take
photos?

What if they post them on

Social Media sites?

.

1 * What about nanny-cams?
= y * What is the implication of
= recordings or listening devices if
\ i the agent is from the same firm
Py £ and they don’t practice
| A designated agency?
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Timely Price Adjustments

¢ = ‘Saleable listings need to be the best value
= in their price range and there’s nothing
worse than begging for a price adjustment

Secure all adjustments up front in the
7 seller written service agreement
Identify the time frame according to
the marketing conditions

-
—
.

Identify the amount of adjustment
based on the price range and
fin] competition

Re-introduce to market with sign riders,|
“New Price” postcards, etc. to market
area

= Notify are Top Producers
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Responding to questions
from Buyers’ Agents is
one of the Listing
Agents most import

responsibilities.




4

LT =

Should The Seller Feedback?
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Not requis
is a subag

« Depending on buyer’ s personal agenda
* Depending on buyer’ s instructions
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Obtaining Seller
Feedback




Methods for Obtaining Feedback

Whatever is received,
~ 7
must be disclosed

‘ ‘ * Personal conversations with
L) agents viewing property at office
and broker tours

* Voicemail messages

* Faxing feedback forms

* Email feedback form requests

— * Log in sheets and business cards
left at the property

j * Impressions of buyers viewing
property

Module 4
Bringing It All Together
I

WHAT DOES THAT CONTRACT
ACTUALLY SAY?




Offers & Contracts

P
Purchase & Sale Contract
“# . Offer to Purchase, Agreement of Sale
b 8!
S8 - Can have contingencies

0:5 * Signed by all and delivered
Binding Binder

[\ \ R Offer that includes a “Limbo” period for
Attorney Review
Once signed by all parties is binding

Non-Binding Binder or Intent Letter

« Contains an outline of terms and conditions that
= parties can generally agree on
* Not binding on parties until supplanted by a
- contract signed by all parties
i
L * Not enforceable due to Statue of Frauds
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MAKE A PLAN...
...START WITH THE END IN MIND

Escrow and Promise to Perform

P
e = Initial and additional deposit are not
r ~— fixed by law or office policy — only
Y by mutual agreement
> = Business/Calendar Days? After
‘ ‘ Inspections?

= Unless stipulated by state specific
contract law monetary deposit is
not required
] = Mutual promises of the agreement
Y are the “good and valuable
consideration” as with listing and
i buyer agreements
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Contract Forms

ga | * Sale of existing property
S | . “Attorney review - time specific
X * Mortgage Contingency
Z * Receipt of Gift Funds
f ‘ ‘ * Contingent on seeing the
property
* Compensation Differentials as a
seller concession

Written by lawyers, not by
agents and approved by
your broker
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Terms

Closing Date

* Who decides? On or before?
* Extensions needed ... When?

Time is of the Essence

* Routinely used or
* special situations?

| Back up Offers

* what are those, really?
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Subsequent Offers

« If no money, aren’t all offers received
considered no matter what order of

F arrival?

%2, * Are signed ‘back up’ offers really in the

seller’s best interest?
‘ « “Backup” Offers are merely subsequent

f ‘ offers laying on table for consideration .
Real Backup Offers are either a Right
of First Refusal or Options where
someone pays for the right to be
(i | “next”.

Backup Offers:
Is there such a thing?
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RESPA Considerations

Bank Fraud issues that look Innocent

* False Seconds ~ “Down payment” forgiven
7 after closing
\ | | - Semtiements or credits not on HUD1
« Investor securing an "owner occupied’ rate
« Inflated and unfounded appraisals

(8w 2}
- 1 * You do the CMA
— * Represent the seller, buyer is a customer and
i has intentions of flipping and it is not
B, # disclosed to seller
by
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Presentation Methods
Single & Multiple Offers
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P8 The Offer Process

The ‘presentation
phase’ is separate
and distinct from the
‘acceptance phase’.
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PRESENTING ALL OFFERS

[E REALTOR® Code of Ethics

REALTOR™

Standard of Pra 1-6

» All offers must be presented, whether
the offers are oral or written

* TRUE - The Code of Ethics (Standard of
Practice 1-6) requires that offers and
counteroffers be submitted objectively
and as quickly as possible. State license
laws have similar provisions
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Presentation Considerations

Have you ever wondered if your
offer was presented?
K ATRAC
* The biggest concern from ca et
cooperating agents is if their

offer was presented CONTRACT

(0

* Listing agents would reduce or e
eliminate concerns by facilitating [ (.0’ -
the buyer agent's ability to s A
present
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No Delays in Presentation

\ 1 * ask the buyer agent to remove the
y compensation clause prior to
‘ presenting
* require a pre-qualification or pre-
ppi | letter must be d

prior to presentation

* require that the initial offer be on
a particular contract or familiar
form

» delay presentations of actual
offers waiting for other potential
offers to arrive

Any/all could be required prior to the seller signing
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Listing Agent Reminds Sellers

« Communicate that even if compensation
was offered to co-operating agent, the
amount was not sufficient to satisfy the
buyer’ s contract with the buyer agent

* It is not a violation of COE or law to insert

a “seller concession” clause into the

conditions of sale to satisfy amount

between what was offered through the

MLS and what was due to the buyer agent

based on their agreement

Just like ‘seller funded”
points, closing costs,
cosmetic credits,
repair credits, etc.
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Confidentiality Statements

If the listing agent and seller are
presented with a confidentiality
agreement prior to
the delivery of an offer:

* Listing agent must review agreement
with seller

* Have them to seek legal advice prior to
signing

« List agent should review with theie
broker prior to them signing

« If signed, neither the listing firm nor
the seller may disclose the existence,
price, terms or conditions of the offer
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P8 Confidential Offers?
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P [E REALTOR® Code of Ethics

REALTOR™
~
‘s Standard of Pra 1-13
| —
‘ ‘ * When entering into buyer/tenant agreements,
Realtors® must advise potential clients of:

 5) the possibility that sellers or sellers’
representatives may not treat the existence, terms,
(i or conditions of offers as confidential unless
confidentiality is required by law, regulation, or by

= any confidentiality agreement between the parties.
:

i A (Adopted 1/93, Renumbered 1/98, Amended 1/06)
Wi
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Disclosure of Multiple Issues

The Code of Ethics (Standard of Practice 1-15)
requires disclosure of multiple-offers only when

asked and only with the permission of the seller.

|-| | N\
3 szl
"’-r g s s
L —
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MLYTHS Myths & Misconceptions
i of Multiple Offers
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True or False

T F Question

First offer is fully negotiated before others are presented or
considered

You can only ask for highest and best once

All competing offers are confidential

Seller must sell if the offer is full price, cash and no contingencies

- Once an offer has been accepted, no other incoming offers are
= 1 presented

Seller has to respond within a specific timeframe

If the offer has a deadline for response, the seller is obligated to
respond
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Presentation of
Multiple Offers
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P [E REALTOR® Code of Ethics

REALTOR™

Standard of Practice 1-15

« Realtors®, in response to inquiries from buyers or
cooperating brokers shall, with the sellers’ approval,
disclose the existence of offers on the property.

n ] « Where disclosure is authorized, Realtors® shall also disclose,
- y if asked, whether offers were obtained by the listing
- licensee, another licensee in the listing firm, or by a
' cooperating broker.
.
5‘7_ y o (Adopted 1/03, Amended 1/09)
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Presentation of Multiple Offers

When the seller has authorized the

disclosure of multiple offers to
competing agents, have agents
present their offers

To reduce seller confusion and
neutralize personalities ~ map out

all offers on a grid or excel sheet
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The Grid Method

> - All offers entered by feature
e Simplifies comparison

. Provides seller with un-biased
L] analysis

Streamlines the counter offer
process

Seller can counter individual
terms

EONE

Seller focuses on the real amount
—u that they will yield as well as the
comparative terms and conditions
£ rather than gross amount
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Which Offer Would You ‘Counter’?

#1 [ 3 #4

$375k $367 $352k $354k
1%t deposit $1k $5k $10k $7k
2"d deposit $0 $5k $10k $8k
Inspect none Hm/Pest Full Full
PQ/PA/Cmt none PQ PA cmt
Mtg Cmt 6 weeks 4 weeks 4 weeks 2 weeks
LTV 100% 90% 80% 50%
Close 120 days 90 days 60 days Flex
Conditions $10k closing costs :‘:r:'(':‘;::iv Hm pend none
Fee difference |so $5k $0 $7k
Adjusted Gross | $365k $362k $352k $347k
© i 241

mafg Counter Offers
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Counter Offer Strategies

Some state regs require counter-
offers be in writing, dated, timed and
signed which can limit opportunities

for the seller client
‘ Whether there is one or multiple D yE S
offers, it is possible to ask ‘clarifying D N O

questions’ of the buyer’s agent(s)
without tying the seller’s hands D MAyBE
!"‘" | Most states do not require written
I confirmation, leaving options open
That’s when it’s time to WONDER!
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P, Wondering

Wondering s a negotiating tactic
that counters offers
without formally countering

* Itis a tactic of asking clarifying questions’ to determine what
‘ might be possible.
* “Thank you for your offer - we see that the buyer has
offered $X, has an initial down-payment of $¥, a mortgage
date of and a closing date of P
* “The seller was wondering if your client would consider ...
() | More on the offer price; a little more down payment in a
y second installment; a quicker closing date ~ would you be

— able to ask your client those questions and get back to us
i please?
B, 2 « "What if we did this _ ? Would your clients be
by willing to ?
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4 Counter Offer Signal Program

Counters can signal
a pattern that
trained negotiators
recognize and utilize

SUBMIT
OFFER

© 2014 Council of Real Estate Brokerage Managers - SRS Designation

Counter Offer Signal Program

qual Reductions create deadlock

List Price 1** Counter Buyer
$150,000 $145k counters $x

2" Counter Buyer 3" Counter
$140k counters $x $135k

Buyer No seller Buyer waits
Counters $x counter for ? $$$
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Counter Offer Signal Program

Reducing Counter Yields Closure

List Price 1* Counter Buyer
$150,000 $147k counters $x

2™ Counter Buyer 3" Counter
$145k counters $x $144k

Buyer 4™ Counter Does Buyer
Counters $x $143.5 Expect More?
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b Acceptance Phase

SRS Designation




After the Presentation, Before the Acceptance

P\
- ~
| » A seller client can request a pre-

— approval or verification of assets to
| 45 close
" (" * Aseller can take whatever time

they need to think about what has
been presented, consult with their
attorney, tax consultant or other
advisors knowing that buyers may
or may not want to wait

What Issues
Does This Create
For You?
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Disclosing Accepted Offers

0 you tell sel agent(s) abo se? N

An accepted offer with a home inspection contingency but no
other contingencies?

An accepted offer with a home inspection and financing
contingency but no other contingencies?

An accepted offer with a home inspection, financing
contingency, attorney review contingency and sale of buyer’s
house contingency?
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[E REALTOR® Code of Ethics

Disclosing Accepted Offers
REALTOR™

Standard of Practice 3-6

7 * Requires that a co-op broker be told of ANY
accepted offer, regardless of contingency

* MLS rules and state licensing laws generally
require that a status change out of “active” be
made for any property that has an accepted

X offer even if:

— * House sale contingency; Inspection/

Mortgage contingencies; Attorney review

contingencies
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Subsequent Offer Acceptance

and prior to closing, receives
— a better offer:

Must it be presented?

Can the seller accept it?
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‘Continue to Show’ Status

Signifies that there is an
This status establishes an accepted contract

additional category between

active and pending/deposit

« To participants of an MLS
system

Seller clients cannot direct
Permits showings to continue you to leave property in an
for “back-up” offers or to ACTIVE status if a contract has
generate more potential been accepted and your MLS
Interest rules requires a change of
status in the system
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Purpose of Inspections

Permits buyer
an
opportunity
foran
Independent
3" party
assessment

Determine
if buyer still
wishes to
buy

Contract addendum/clause will identify
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P8 Home Inspections
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Home Inspectors
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HomeGuage.com

yrT—

Choose your home inspector and Gaim Access to the HomeGauge Network!
. &
&
Ny Search for Home Wrspectors!
0

Ieeme Ounors / Bayers

hvoes e bt M w3 e wmtrgy e
Comracaars m the chiry 5 bolp 3ol your M. by 3
Ve n e s v Tt B b s
s = the Mormuanage setmeeh i by revcs
oty It ey | 2 e e e pasemance
o you
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Inspections

P
<30 * Frame
v * Sills
* Exterior
‘ ‘ * Roof
* Foundation

U O m

) * Electrical systems
* Plumbing systems

: * Heating/cooling systems
¢ Appliances
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Inspections

2]
Poe .
YA Environmental

\ 8} | +Radon
*EMF
* Mold
| . * Stucco
- * Underground Fuel Tanks
* Lead Paint
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Inspections

Wood Destroying Pests

el * Carpenter Ants
‘ ‘ * Termites
L * Borer bees
* Powder post beetles

Pest/Rodent Infestation

* Indigenous critters?
* Assorted vermin?
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A Inspections
'
i~ iy Well Water & Septic ————
Wy * “Walk Over”
' ‘ * Well Inspection
! ‘ * Water Quality Test

* Alternative System
* Invasive Inspections

N

Septic/Well Inspection
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Presence at Inspections

« Not required by law or COE
* May be required by Office Policy

‘  Can create liability issues for Listing Firm
Discuss with seller to determine your limitations
and their expectations

" EBE
—= Reasons to be present
el
[ 2
(e « Property access or Property security
N * Your ‘service’ delivery or differentiation
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Selling Agent

Discuss the Selling Agent’s role in the inspection process
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Verification of Repair Requests

= A home inspector is like a ‘general
physician’ ... “surgery” is not advised
until an specialist yields a second
opinion

Z Seller should not repair or credit

‘ ‘ anything unless it’s determined that
problem exists

All requests for repair or credit should
be

EBE = re-quoted by the specialist

1 Seller has the right to answer

= Yes, No or How about this ‘.
.‘-, , = To each and every item requested N
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Reasons for Inspections

* Once ‘defects’ of a
- structural, mechanical, or
environmental nature are BW‘
‘ ‘ verified, the seller has two .
£ choices: P VW )

— Disclose
— Fix defect
OB - whatis “fixit”?
k ! — Defect may or may not
be “fixed” permanently
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A Re-Negotiations
#” Verifiable repair issues open the door for a re-negotiation even if
“# disclosed prior to the offer being made...

!‘ = Re-negotiation is usually best result to
577 accomplish the client’s objective
I ‘ ‘ = Take each item individually

= May or may not be valid requests
= Follow the contract!!

fln ] = Dates & extensions play a big role
= in resolution
- = How motivated are the parties to
: settle?
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Re-Negotiations

Remind seller that defects discovered on inspection & subsequently

If seller refuses to disclose

because they question results

‘ or don’t want to verify

« Discuss with your broker
and/or attorney

.

Best

License laws require that
agent disclose or be held
liable for the non-
disclosure

Disclose all defects reported
whether or not seller thinks
they are “correct”.

* Be prepared to terminate
the listing
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Pending Issues

7

Personal property disputes
Seller Default /
Buyer Default

Back on Market

Property Lost

Last Minute Crisis Incidents
Pre-Closing Possession
Post-Closing Hold -Overs
Pre-Closing Inspections

e -

© 2014 Council of Real Estate Brokerage Managers - SRS Designation

[E REALTOR® Code of Ethics

Agreements in Writing Whenever Possible
REALTOR™

%

I

W
o * REALTORS', for the protection of all parties, shall assure
X ‘ whenever possible that all agreements related to real
‘ estate transactions including, but not limited to, listing
and representation agreements, purchase contracts,
and leases are in writing in clear and understandable
language expressing the specific terms, conditions,

fio] obligations and commitments of the parties. A copy of

- 1 each agreement shall be furnished to each party to such
agreements upon their signing or initialing.

:
b, 4 (Amended 1/04)
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Personal Items - Proactive

'
#“#” + Both agents should be careful to include
. all items sold with the property in the
[+ . purchase contract
W Bespecific
_—

z Do not rely on the seller disclosure
‘ ‘ statement

Do not rely on MLS info, listing sheets or
flyers
Consider an Addendum
Identifying specifically what’s in/out
BUT possible lender issues about the loan:
= to-value ratio
Make sure the Addendum to the Contract
is given to the lender to avoid double-
contracting and fraud
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SRS

Seller Representative Specialist

80% passing
grade required
for Designation

End of Course
Exam

Please complete the Course
Evaluation and turn in before you
leave. Thank you!

- \\' -]
% X te
(= <]

F —

© 302

Thank you for attending!

1
Seller Representative Specialist




